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FOREWORD 

All Dodge publications and services have been de- 
signed to serve the needs of architects, engineers, 
contractors and manufacturers and their representa- 
tives by making easier the operations of planning, speci- 
fying, contract letting, buying and selling. Each is 
basically a communication service, to expedite the ex- 
change of information between the professional and the 
manufacturing groups and between the individual mem- 
bers of each. Their application to the many and varied 
needs of the building industry is described in the fol- 
lowing pages. 



Dodge Construction Reports P^g^s 3 to I I 

Home Owners' Catalogs ^^9^^ '2+0 13 

Dodge Statistical Research Service P^g^s 14 to 17 

The Architectural Record P^g^^ 18 to 19 

Sweet's Catalog Service P^g^^ 20 to 22 

District Offices P^g^ 23 
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DODGE CONSTRUCTION REPORTS 

ISSUED BY 

F. W. DODGE CORPORATION 

I 19 West 40th Street, New York, N. Y. 

(For District Offices, see page 23) 

DODGE REPORTS DEFINED 

Dodge Report Service is a news service, issued daily, 
giving all essential facts -about construction activity, 
present and contemplated, on building and engineering 
projects. It covers the territory east of the Rocky Moun- 
tains. This area, the 37 eastern states, normally inckides 
about 91 per cent of the construction vokime of the 
entire country. Dodge Report Service is the only daily 
l)uilding news service that has more than limited local 
coverage. 

Private projects, alterations and additions, and Federal, 
State, County and Municipal projects of all kinds are 
reported. Names and addresses of owners, architects, en- 
gineers, l)id(lers and contractors are given, together with 
the location, condition and description of the job. 

Each report is issued on an individual slip of paper 
() X 3ys inches. (See Fig. 1). The reports are mailed 
each evening to subscribers from 13 issuing offices. 
The service each subscriber receives consists of re- 
ports selected by hand to meet the individual needs of 
those who specify and buy building products and those 
who sell them. This important and exclusive Dodge 
feature is described on the next page, under the heading 
''SELECTIVITY". 



HOW NEWS IS COLLECTED 

The information issued in Dodge Reports is collected 
by our own staff of trained news gatherers. This staff of 
more than 600 persons, the largest reportorial organization 
of the kind in the country, makes more than 950,400 per- 
sonal calls and 736,000 telephone calls in gathering news 
each year. Every item of news is verified prior to 
release by a responsible person directly connected with 
the job. 

This news comes from some 135,000 sources including 
owners, real estate brokers, financial institutions, archi- 
tects, engineers, contractors and other reliable sources. 
These sources are contacted regularly, some daily. A 
special corps of reporters spends full time in Washington, 
keeping in close touch with every Federal department 
and bureau concerned with construction. A Dodge re- 
porter attends every important bid opening in Dodge 
territory. Thousands of new\spapers are read and checked 
against our active jol) files, but no newspaper item is 
released until all details have been verified. 

The news gathered by our reporters is delivered or 
transmitted by teletypewriter, telephone, telegraph, or 
fast mail to our issuing offices, where it is edited and 
immediately released to subscribers. Dodge Reports are 
dependable. 
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Building Statistics 



"HOME OWNERS' CATALOGS WAS SMT TO THIS OWNER TODAY 

Oct 22 1935 2-0 Ghgo 19DD #141518 

SKETCHES C0MPLETED-2EADY TO START WORKING DRAWINGS 

RESIDENCE (00) |10,000 
DELAWARE CO IND-3 Mi E of Muncie in Elliott Acres 

Sub Division 
OWNER - James E Kennedy (Insurance Agency) 115 S 

Mulberry St (Res) 1003 W Gilbert St 

Both Muncie Ind 
ARCHT - Herbert F Smenner Washington Bldg Muncie Ind 

Brk Ven-2 stys & base-34x39-incls 8 rms- 

2 baths & Ifikvatory 
Asphalt shingle rfg-gas fired htg system-concr fdns- 
tile baths-pine-^lrs 



Fig. .1 — By means of Dodge Reports, those who supply materials and services know which 
architects, engineers and general contractors have need for information and figures, and just 
when they need it. A typical Dodge Report, exact size, is illustrated above. 
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HOW ARCHITECTS BENEFIT 

It is natural that architects should have been quick to 
see the advantages of giving Dodge reporters news of 
their projects. By giving this news to Dodge, they are 
able without cost to advise the industry about the work 
in their offices. By doing this, not only do they save num- 
erous sales calls that would otherwise be made upon them, 
but also they learn of new materials and methods specially 
adapted to work on their boards. Indeed, if this news were 
withheld, the architects would have to engage a corps of 
reception clerks to answer the flood of questions from 
the host of persons who would call to learn what w^ork 
an architect was doing. 

Quite aside from the personal aspect of the service 
Dodge renders architects, there is the larger economic 
view. Perhaps the most important reason why architects 
profit by giving news to Dodge is because reduction of 
distribution costs presents one of the most important 
problems affecting the whole construction industry. The 
cost of finding out what work there is and who has it is 
very great. If each manufacturer and contractor had to 
develop this essential information for himself, each would 
have to spend the equivalent hundreds of thousands of 
dollars which Dodge spends. With Dodge doing it for all, 
we can distril)ute the information at a small fraction of 
the initial cost. In this way Dodge makes a major con- 
tribution to the reduction of selling costs \yhich means 
just one thing: lower prices and more building. 

SELECTIVITY 

The selective method by which Dodge Reports are is- 
sued is a chief reason why this news service, established 
in 1891, has been successful in keeping the professional, 
technical, structural and manufacturing groups of the con- 
struction industry advised of the activities, needs and op- 
portunities occurring from day to day in this far flung 
industry. 

While Dodge Reports give all essential information on 
construction projects of every kind, and while a complete 



series of reports is issued on each project, few organiza- 
tions have need for all this information. The selective 
method of issuing was developed in order that the sub- 
scriber would receive only the reports needed and so know- 
just which architects to see. This selectivity is accomp- 
lished by a selective service form which the subscriber 
checks. (See form on page 11 of this catalog.) Reports 
are selected as to (1) location of project, (2) type of 
project, (3) construction status of i)roject, (4) valuation 
of project, and (5) sub-contract information. 
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"HOME owNias* CAmoas" wiia smr to this omm TODftX 

April 17 1935 1 Bnr 18 #149786 

CONTEMPLATED FOR EARLY yAJX-OWNER WILL SKLECT ARCHT SOOH 

RESIDENCE (00) 19,000 
TEANECK NJ (B«rg«n C6) Standi 8h Road 
OWNER - aamlt Johnaton 731 iV 183rd St NYC 
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"HOME ownas' catalogs" was sent THIS owna oh afril ira 

June £8 1935 2 NY 9 #149786 A 

PLANS IN PR0CRES3-ARCHT WILL lat Ropt 4-17-35 

HAVE PLANS READY FOR FIGURING GC SOOH 

REJIDHUCE (00) |9,000 
TEANECaC NJ (Bergen Co) Standi ah Road 
OWNER - Baait Johnston 731 W 183rd 3t NYC 
ARCHT - Eric Kaeyar 20 So B'way Yonkera N Y 
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"HOME OWNERS' CAT.aOGS" WAS GENT THIS OWNER ON APRIL 17TH 



July 18 1935 2^-3 NY 9 #149786 D 

0*NEH TAKING BIDS ON OC DUE AT ONCE let Rapt 4-17-35 

i;;;^ residence (oo) #9,000 

TSANECK NJ (Bergen Co) Standiah Road 
OWNER - Enmit A Johnaton , 731 iV I83rd St NYC 
rJilini ARCHT - Eric Kaeyar 20 So B'way Yonlrera N Y 



NY 18 #149786 F 
lat Rapt 4-17-35 



CATALOGS" WAS SENT THIS OWNIR OH APRIL 17TH 

?/???T * Aug 15 1935 4-N 
1* OC AWARDED-WORK ST.VRTS SOON 

.i^I^^i^ RESIDENCE (00) ♦9.500 

" TEANECK NJ (Bergen Co) 580 Standiah Road 
^ 0',WER - Enmlt A Johnaton 731 W 183rd St NYC 
>'• ARCHT - Eric Kaeyer 20 So B'way Yonjcera K Y 
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CATALOGS" WAS SENT THIS OWHSR ON APRIL 17TH 



Oct 30 1935 6 NY 18 #149786 I 

PIASTESLTRQ R«Pt 4-17-35 

RESIDENCE (00) #9,500 
TKANSCK NJ (Bergen Co) 580 Standiah Road 
OWNER - Einmlt A Johnston 731 K 183rd St NYC 
ARCHT - Eric Kaeyer 20 So B'iMay Yonkers N Y 
Cinder Blk k stucco 2 atys 38x17 
Incl 6 rma-l bath & lavatory and 
Detaohed Garage 1 sty 10x19 
GC - BUFFBTT k HA2ELT0N 41 Weaterrelt PI 
Teaneck WJ 



Fig 3 — A series of reports is issued on each project. Above aie 
shown five in the series issued on a $9,500 residential project. By 
means of selective issuing, the subscriber receives only the reports 
that he needs. 




Fie 2— Issue clerk distributing Dodge Reports into subscriber pigeon- 
holes. Above each one is a card indicating the selective report service 
to be issued to the subscriber. 



Tbis selectivity saves time and money for everybody, 
making it easy for those who need each other to get to- 
gether at the proper time. The general contractor knows 
which architects to see and when to call. This saves him 
money, gives him more time on the job, as he spends less 
time selling. The sub-contractor knows which general 
contractors are in need of estimates for his trade. The 
bank vault salesman does not call on the architect who is 
designing a residence. 

Another reason why architects are ready to cooperate 
with Dodge reporters is because a sympathetic under- 
standing has developed between them and our reporters. 
They repose confidence in us, and no rule is more rigidly 
enforced throughout our news gathering staflP than that 
prohibiting the violation of any confidence placed with us 
by an architect. 

But let the architect speak for himself. He knows why 
Dodge Reports benefit him. On the following pages a few 
letters from leading architects are reproduced. ^ These 
letters set forth the reasons why architects find it good 
business to give news of their work to Dodge reporters. 
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GIVING NEWS TO DODGE REDUCES DISTRIBUTION 
AND OVERHEAD COSTS 



These letters illustrate the 
economic importance of 
The Dodge Reporter. Wel- 
come him when he calls. 




.0© 



^0 . aV^i^, ^^^^ tot ,e- 




Let Us Show You The Letters These Architects Have Written Us: 



The Ballinger Company 

T. P. Barnett Company 

Bley & Lyman 

A. Ten Eyck Brown 

Childs & Smith 

Cameron Clark 

Paul A. & Carroll Coletti 

Frank Irving Cooper Corp. 

Paul Philippe Cret 

Delano & Aldrich 



Robert O. Derrick, Inc. 
John Eberson, Inc. 
Eschweiler & Eschweiler 
Gordon & Kaelber 
Granger & Bollenbacher 
Guilbert & Betelle 
Holabird & Root 
Wyatt C. Hedrick 
Wm. B. Ittner, Inc. 
Albert Kahn, Inc. 



Kiehnel & Elliott 
Knappe & Alorris 
Kohn, Butler & Stein 
Lang & Raugland 
Lockwood Greene Engineers, 
Inc. 

McGuirt & Shook 
^fauran, Russell & Crowell 
trills, Rhines, Relhnan & 
Xordhofif 



Geo. B. Post & Sons 
George Ernest Robinson 
Charles A. Smith 
Smith & Senter 
Starrett & Van Vleck 
Penrose V. Stout 
Sturgis Associates, Inc. 
Taylor and Fisher 
Walker & Weeks 
Warren, Knight & Davis 
Weiss, Dreyfous & Seiferth 
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WHY ARCHITECTS GIVE NEWS TO DODGE 



Architects and engineers throughout the Dodge terri- 
tory welcome the Dodge reporter when he calls, and teill 
him about the work they are doing. They do not do this 
entirely out of friendliness, nor because Dodge supplies 
them with Sweet's Catalog File. They realize it is good 
business for them to give news to Dodge, as shown by 
the following letters : 

From the Office of Paul Philippe Cret 

"We have found your reports of real assistance when 
l)ids are taken, in bringing inquiries of manufacturers 
and salesmen at the time when they are most needed to 
give the information which they alone can furnish. A 
central news agency saves much time of individual offices 
in keeping record of the progress of projected work." 

From the Office of Holabird & Root 

"Believing that Dodge Reports is an excellent medium 
for the distribution of information to contractors, manu- 
facturers and material men, we have been glad to give 
you information on projects in which we were interested. 

"By giving your service such information, we were re- 
lieved of much of the annoyance of personal calls and 
loss of time through untimely visits of salesmen and 
contractors' representatives. 

"You were particularly helpful in the announcement of 
bidding dates, the listing of competing contractors and 
the publishing of contracts awarded. Your Sweet's Cata- 
log File helps us materially in the selection of materials 
and their application. 

"For these reasons, you may continue to expect our 
fullest cooperation during the coming year." 



From the Office of Taylor & Fisher 

"We have always felt that Dodge Reports constituted 
the best medium for keeping architects, engineers, con- 
tractors and all those interested in the building trades 
informed as to developments in the building industry. 

"Knowing your conservative policy, we have never 
hesitated to take your reporters into our confidence in 
l)uilding news, feeling sure that this confidence would 
never be abused by premature publication, exaggeration 
or other yellow journal tactics detrimental to our clients' 
interests." 

From the Office of McGuire & Shook 

"We are pleased to offer our testimony to the splendid 
qualities of the service made available to the building 
industry — in general — by your company. 

"The information collected from the architects, by 
your competent and courteous local representatives, is 
prepared and disseminated throughout the field in such 
a way as to insure reliable reports regarding contemplated 
projects as well as those in ])rogress. 

"Your contribution to the advancement of modern 
building achievements is outstanding." 

From the Office of Eschweiler & Eschweiler 

"We continue to find Dodge Reports and its repre- 
sentatives a most satisfactory and relial)le means of dis- 
tributing the necessary information of our^ building 
projects to contractors and material dealers. The news 
is given accurately and promptly, and this saves our oftice 
force many calls and much correspondence. 

"Sweet's Catalog File has proven itself to be of great 
value as a time saver when looking for necessary and 
reliable up-to-date information." 




Fi^ 4 Grouo of 19 of the Dodee reporters attached to the New York Office. Typical of our news gathering organization throughout the country 
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SPECIAL INQUIRY SERVICE 

Architects and engineers find this feature of Dodge 
Reports as valuahle as do Dodge subscribers. During the 
course of a year, we answer thousands of questions archi- 
tects ask. These questions pertain to a variety of su])jects. 
The following are typical : 

What types of work are the most active now ? 

How many schools were contracted for in this state 
last year? 

How do wage scales and material prices in Atlanta com- 
pare with those current in Chicago? 

What jobs do you know of in Fort Wayne on which 
the architect has not been selected? 

What Kansas City contractors handle large building 
projects? 

Can you give me five heating and ventilating contractors 
in Montreal capable of handling a $500,000 hospital job? 

Who sells the products of X.Y.Z. Manufacturing Com- 
])any here in town ? 

Can you give me the name of the maker of the Blank 
s])ecialty ? 

Who are the members of the Building Committee for 
the Main Street Baptist church? 

What kind of marble was used for floors in the First 
National Bank? 

Dodge also answers hundreds of questions daily on 
])ehalf of architects, thereby conserving their time and 
relieving them of much bother and many interruptions. 
PLAN ROOM SERVICE 

Architects are cordially invited to make use of Dodge 
Plan Rooms. This service has greatly increased esti- 



mating convenience and l)()th architects and contractors 
have benefited. The reasons why Dodge Plan Rooms 
appeal to architects may be summarized as follows: 

Fewer material men and sub-contractors will call at 

your office wanting to figure jobs. Those who do call 

may be requested to use the Dodge Plan Room to save 

congestion in your office. 

On jobs to be built in distant cities, the task of 

securing bids from sub-contractors in those cities is 

simplified. 

When plans are received in a Dodge Plan Room, 
your interests and those of your client are fully pro- 
tected. 

We do not allow plans to be removed from the Plan 
Room. 

We do not permit any mutilation. 

We do not permit general contractors to use our Plan 
Rooms except at the request of an architect. 

We do not interpret plans or specifications to any 
estimator who may question us. 

Any estimator known to represent a reliable firm may 
examine plans on file. 

Plans may l)e sent to us express collect, or we will 
send a messenger to your office for them. 

After contract is awarded we return plans, w^ith the 
specifications, to your office. 

When having plans blue printed, have one or more sets 
l)repared for Dodge Plan Rooms. Make this standard 
practice in your office just as hundreds of other architects 
are doing. Ask the Dodge reporter about this service. 





Fig. 5 — Plan l^ooni. Xew York Office of Dodge Reports. Dodge offices in many citie.s have Plan Rooms. This Plan Rnom service is popular with 
both architects and Dodge Report subscribers. It meets the needs and promotes the interests of both at no cost to cither. 
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HOW DODGE REPORTS ARE USED 



We do not believe the interest of the architect and engi- 
neer, so far as giving news of current work to Dodge re- 
porters is concerned, is Hniited to the personal advantages 
they gain by so doing. What happens to their news interests 
them also, for it is the use of this news that lowers sales 
expense and, as pointed out earlier, reduces distribution 
costs and hence promotes construction. Therefore the way 
in which Dodge Reports are used is important to the 
architect, as well as to the sul)scril)er. 

Dodge Reports are used for three purposes: (1) Field 
Selling, (2) Direct Advertising, and (3) Sales Control. 

FIELD SELLING 

Dodge Reports tell the salesman and the contractor 
whom to see, where to find him, when to see him and what 
job to talk about. In short, the salesman using Dodge Re- 
ports knows an architect has a jol3 in his line before he 
calls. He gets right down to business, keeps to the subject, 
and speeds the interview. He does not wander from office 
to office looking for a chance to tell his story. His employer 
saves the cost of useless sales calls ; the architect is spared 
the annoyance of such calls. Salesmen learn of jobs early 
enough to acquaint architects with new products and 
methods before ])lans and specifications are completed. 
Salesmen are enal)led to show dealers, particularly on the 
smaller projects, an immediate market for their products 
and so gain the active cooperation of local distributors in 
following up selling opportunities. 

DIRECT ADVERTISING 

Dodge Reports are coded so that the advertising or 
sales promotion manager can send pertinent letters or 
pieces of advertising to the buying factors named on the 
reports just as specifications are being written and as buy- 
ing decisions are being made. This timed distribution of 
letters and advertising is economically handled in an al- 
most routine manner. Duplication of mailings is prevent- 
ed. Mailings are made only to qualified prospects, so 
saving the waste and cost of mass, scatter-shot circulariza- 
tion which accomplishes little but fill up the architect's 
waste basket. Timed advertising benefits everybody. 

Timed advertising is also used to secure small orders 
where it is too costly or impossible to send salesmen. If 



salesmen are not employed, timed advertising is used to 
support the salesmen of agents or distributors, and takes 
the manufacturer's own sales story direct to prospects. 
Timed advertising to architects, engineers and general 
contractors makes a catalog filed in Sweet's more ef- 
fective as letters calling attention to the catalog may l3e 
sent at the time plans are being drawn or when bids arc 
being prepared on a given job. 

Timed advertising increases the effectiveness of adver- 
tising in The Architectural Record and in other profes- 
sional journals and business papers, as well as the effec- 
tiveness of general advertising. Timed advertising crystal- 
lizes the acceptance which other forms of advertising build 
for a product, and converts this acceptance into orders 
when buying decisions are being made. The completely 
equipped Dodge mailing department is prepared to handle 
timed mailings for Dodge Report subscribers. 

SALES CONTROL 

When Dodge Reports are used as the basis, simple sales 
control files on active projects may ])e set up in home and 
branch offices, and such files give accurate, clear pictures 
of the active market, present and near future. If any job 
is being neglected the neglect becomes evident while there 
is still time to sell the job. Salesmen or field representa- 
tives who are doing the best work, or w'ho need help, or 
w^ho may have to be replaced, are known. Control files 
make it possible to keep selling effort adjusted to sales 
potential by season, by territory, by product. 

Control files make accurate sales direction possible on, 
and insure proper follow up of "split" jobs, that is, jobs 
where the architect is in one territory, the contractor in 
another and the job in a third. These files clearly indicate 
territories where competition is being beaten, or where 
competition is gaining, and the reasons for the change by 
types of projects, and by project valuations. In many 
w^ays, sales control work helps the manufacturer to cut 
his costs, with consequent benefit to all. 

COORDINATED SELLING 

When Dodge Reports are used for the three purposes 
described, the subscriber gains several advantages through 
the resulting coordination of all selling forces. 




Fig. 6 — Boston Office, Dodge 
Reports, issuing department. 
Throughout the 37 states east 
of the Rocky Mountains. 
Dodge uses the same tested 
methods for collecting and dis- 
tributing construction news. 
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The greatest possible re- 
sults are secured from ad- 
vertising due to the close 
follow up of prospects by 
the field sales stalf . Sales- 
men's accomplishments 
are increased because, 
through coordinated ad- 
vertising, they have sujv 
porting cultivation of all 
buying factors on each 
project. The active inter- 
est of jobbers and dealers 
is secured and their effort 
in local selling parallels 
that of the manufacturer. 
The timed combination of 
all selling effort is much 
more likely to gain sales 
at reasonable cost for the product of the Dodge Report 
subscriber than is the emaciated and scattered application 
of unrelated efforts by the manufacturer whose selling is 
neither controlled nor coordinated. 

STRAIGHT LINE SELLING 

In order that the news collected from architects may 
be used to the best advantage, we have developed the 
Ncii^ Dodge Method of Straight Line Selling. This 
Alethod includes the use of reports for field selling, 
direct advertising and sales control. During the last 
several years it has been thoroughly tested and is now 
in use by the makers of a variety of building products 
and equipment, including small, medium sized, and large 
organizations. Subscribers tell us it is far more efficient 
than methods they formerly used in eliminating waste 
and detail in sales follow up. Our representatives and 
service men are ready to explain the proper use of con- 
struction news and how it will solve sales problems in 
the building field. We invite inquiry. 



Fig. 7 — Pittsburgh Office, Dodge Reports. The services of many trained 
workers in each office are required to keep track of all construction work. 



COUNTY ISSUE 

We have perfected our 
issuing system to a point 
where we can now ren- 
der selective service by 
county or groups of 
counties. Distributing re- 
ports direct to salesmen, 
each service covering just 
the county or counties in 
each man's territory, and 
supplying one or more 
control services to the 
home and branch offices 
of the subscriber, elimi- 
nates detail and saves 
time, a vital factor in 
competitive selling. 
To illustrate : Assume 
a manufacturer has his home office in New York and a 
branch in Cleveland. The control service for Ohio goes 
to his New York office w4iere it is used for advertising 
and sales control purposes. Individual services are 
mailed by us direct to each of his salesmen, covering 
selected projects located in the counties comprising the 
territory of each Ohio salesman. There is no limit to 
the number of "divided mailings" or county services one 
manufacturer may use. Suppose he has a man in Cleve- 
land contacting only architects — that man will get a spe- 
cial service. Suppose he has several salesmen in northern 
Ohio contacting the trade — each one will get a service 
covering his territory. 

Under the old method a single service would have 
been mailed to the New York office where it would be 
copied, sorted and relayed to the Ohio salesmen. Or it 
would have been sent to the Cleveland branch and the 
home office would have no knowledge of jobs in Ohio. 
Delay in the old method often resulted in salesmen call- 
ing in an effort to secure a change in specifications at a 
time when such change would be costly. 



Fig. 8 — C h i c a g o 

Office, Dodge Re- 
ports, r e p o r t e r s' 
room. Note files 
wherein work of each 
architect and other 
news sources as- 
signed to the reporter 
is carefully recorded. 
To prevent errors, 
each reporter copies 
his reports on a 
typewriter. 
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Fig. 9— Philadelphia Office, Dodge Reports. Because of our ample 
facilities, long experience and dependable service, thousands of farms 
look to Dodge for building information of all kinds. 



DEPENDABILITY 

The news issued in Dodge Reports is verified, depend- 
able information. There are four points upon which to 
judge a news service: (1) complete coverage of projects, 
(2) prompt reporting of architects selected, bidders, 
award of general and sub-contracts, (3) accuracy, (4) 
job details. Because of our long experience and our large 
reportorial staflf. Dodge Report service by repeated tests 
has been found superior on each of the four points to any 
competing service or any coml^ination of such services. 

SUPPLEMENTARY SERVICES 

Reference has been made to Dodge Special Inquiry 
Service. This service is of value to the subscriber as well 
as to the architect. When a sales manager or salesman 
has need for special last minute information pertaining 
to a certain job, or seeks facts concerning a rumored job, 
this service is available. Every day wt take care of these 
situations by answering such questions as : 

Who is the owner, or architect, or engineer, on such and 

such a job? 
Who is figuring the general contract ? 
When are bids on the general contract due? 
Has the general contract been awarded? 
What is to be built on site at (location) ? 
Has the sub-contract for (trade) been awarded? 




Fig. 11— New Orleans Office. Dodge Reports. Here as in most Dodge 
offices, Plan Room and Special Inquiry facilities are available. 




Fig. 10— Atlanta Office, Dodge Reports. This office, like all other 
Dodge offices is fully equipped and ready to serve architects and manu- 
facturers with information quickly and efficiently. 

Reference has also been made to Dodge Plan Room 
Service and to Dodge Mailing Service. There is still 
another service whicli Dodge renders that is important 
to subscribers and to architects. 

REPRESENTATIVES REGISTER 

In many of our offices we maintain a Sales Representa- 
tives' Register. This service consists of a listing of manu- 
facturers' names and products, and the names, addresses 
and telephone numl)ers of these manufacturers' local 
sales representatives, so that we may promptly answer 
the many inquiries we receive from architects, contrac- 
tors and others wdio are constantly asking us to tell them 
who represents a certain product locally. To take advan- 
tage of it architects need only to telephone the Dodge 
office or ask a Dodge Reporter. 

DODGE REPORT USERS 

Literally thousands of individuals and firms use Dodge 
Reports. Dodge subscribers represent more than 700 dif- 
ferent lines of business. The first firm to sign a contract 
for Dodge Report service has l)een a su1)scril)er since 
October, 1891. Numerous other subscril)ers have been in 
uninterrupted service for 30 years and longer. 




Fig. 12 — Buffalo Office, Dodge Reports. In number of jobs reported, 
in speed, in accuracy, in job details given, Dodge news is superior. 
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DODGE SERVES INTERESTS OF ALL 



As a national clearin<^ house for construction news, 
Dodge renders the entire construction industry a service 
of fundamental importance. This service might be Hkened 
to a huge telephone exchange which automatically con- 
nects architect, engineer, general contractor, sub-contrac- 
tor, material man, owner, financing institution and the 
many other factors involved, putting them in touch with 
each other at the time their functions must meet in order 
to complete a project. Distances are shortened, time is 
saved, delay is avoided, costs are reduced. Were it not for 
this national system of orderly distribution of news, a 
chaotic condition would exist, characterized by tremen- 
dous duplication of effort, confusion and needless ex- 
pense. Finally, it should be recalled that each time an 
architect gives information to a Dodge reporter, he is 
aiding in the compilation of statistics of the construction 
industry. Dodge statistics are regarded as authoritative 
by the Federal Government, the Federal Reserve Banks, 
the U. S. Chamber of Commerce and the press of the 



country. The value of these statistics to the industry and 
to the public is obvious. 

The more widely and the more intelligently Dodge 
Publications and Services are used, the better will the 
interests of all be served. Each one of these publications 
and services has been specially designed to aid those con- 
cerned in any way with new construction, and to help 
them to perform their particular function with less 
trouble, at lower cost, and greater profit. 

Dodge Report service is available for almost any ter- 
ritory desired. The price is very low because we are able 
to distribute our costs over the thousands of contracts in 
force. The application of the Dodge Reports Plan for 
using the service is neither difficult nor costly. Our repre- 
sentatives are sales consultants ; they know the construc- 
tion field through long contact ; confidence may be placed 
in their recommendations. Further information will be 
cheerfully supplied. Address Dodge Reports, 119 West 
40th Street, New York, N. Y. 



SELECTIVE SERVICE ORDER BLANK 

Territory Subscribed for Business 



STATUS OF PROJECT IN WHICH WE ARE INTERESTED 

Stagf Stage 

— 1. ••CONTEMPLATED"— prior to selection of architect. 4. "GENERAL CONTRACT AWARDED." 

— 2. "ARCHITECT SELECTED," "PLANS IN PROGRESS" and 5. (Only on projects built by separate contracts.) "WORK 

later stages to and including "TAKING BIDS." STARTED." 

— 3. "LIST OF GENERAL CONTRACT BIDDERS." 6. "ROOFING" and later stages to completion. 



I I I Send only coded reports bearing the following symbols - 



1 — 2 — 21/2- 



-4&4L— 5 — 6 — O — O — A — Z — N] 



SUB CONTRACTS IN WHICH WE ARE INTERESTED 



1 — Excavating 

2 — Foundations and Piling and 
Caissons 

3 — Mason (brick, stone and 
concrete) 

4 — Fi reproofing 

5 — Carpenter 



6 — Cut Stone 

7 — Structural Steel 

8 — Ornamental Iron and Bronze 

9 — Plumbing 

10 — Heating and Ventilating 

11— Electric 

12 — Elevators 



13 — Roofing 

14— Sheet Metal 

15 — Plastering 

16 — Painting 

17 — Glazing 

18— Marble and Tile 

19 — Floors (Finished) 



(Encircle code symbols desired) 

20— Mill Work 

21 — Metal Trim, Hollow Metal 
and Kalamein 

22 — Bank and Store Fixture* 

23 — Interior Decorating 
58 — Sprinklers 



Max. Min. 
Value Value 



PROJECT TYPES AND VALUATIONS IN WHICH WE ARE INTERESTED 

Max. Min, 



Commercial Buildings 

1 — Bank Buildings 

2 — Garages — Service Stations — Hangars 

3 — Loft Buildings and Warehouses 

4 — Office Buildings 

5 — Restaurants 

6 — Stores and Markets 

Educational Buildings 

7 — Educational Buildings — Parochial Schools 

8 — Libraries and Museums 

9 — Public Schools 

Hospitals and Institutions 

— — 10 — Hospitals and Institutions 

Industrial Buildings 

11 — Manufacturing Buildings 

12 — Power Plants and Transmission Lines 

13 — Refrigerating Plants 

Public Buildings 

14 — Armories — Auditoriums — Rinks — Stadiums 

15— Capitols — Court Houses— Post Offices 

16 — Monuments and Mausoleums 

17 — Municipal Buildings — Jails 

18 — Railroad Stations — Car Barns — Freight Houses 

Religious Buildings 

19 — Churches and Chapels — Funeral Parlors 

20 — Convents — Monasteries 

□ Check here if "owner builds" projects are not wanted. 

□ Check here if "Out of Town" news is desired. 



Value Value Residential Buildings 

21 — Apartments 

22 — Apartments and Stores 

23— Hotels 

24— Residences (Owner Occupy) 

25 — Residence (For Sale) 

26 — Residences (five or more) 

Social and Recreational Buildings 

27— Clubs— Lodges— Parish Houses— Gymnasiums 

28 — Park Buildings 

29— Theatres 

Miscellaneous Buildings 

— 30 — Greenhouses 

— 31 — Stables and Farm Buildings 

Public Work and Utilities 

. 32 — Airports 

33— Bridges 

34 — Dams — Reservoirs — Retaining Walls — Dredging 

— — 35 — Docks and Piers 

36 — Parks — Golf Courses — Playgrounds — Swimming Pools 

37 — Railroads — Subways — Tunnels 

38 — Gas Plants — Electric Lighting Systems 

39 — Sewers — Gas and Water and Oil Mains — Drainage Difrhes 

40 — Streets and Highways 

41 — Water Supply and Sewage Disposal Plants 

□ Check here if "In Abeyance and Abandoned" reports are desired. 

□ Check here if "Announcements of Plans on File" are not wanted. 



Fig. 13 — Each Dodge Report subscriber indicates, on the above form, the service desired. The form as checked is followed 
by the Dodge issuing department, and the subscriber receives a service of selected reports on projects of particular interest 
to him. With this service, he is able to control his advertising and selling, concentrating his effort on active jobs. He saves 
money by eliminating useless sales calls and wasteful advertising. The architect benefits because the manufacturer's salesmen 
do not call, except when the architect has a job on which the manufacturer's product may be used. 
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HOME OWNERS' CATALOGS 



Home Owners' Catalogs is another very important 
reason why it is to the advantage of the architect to give 
early and complete information to the Dodge reporter 
on all ''owner occupy" residential projects. 

Home Owners' Catalogs is a handsomely bound 
volume containing the individual catalogs of manufac- 
turers of home building materials, equipment and 
furnishings. All are written in simple, comprehensive 
terms which are easily understood by the layman. It is 
delivered without charge to owners planning, luiildmg, 
or modernizing their own home during the early stages 
of construction. 



Vrom the standpoint of the architect it has the follow- 
ing advantages: 

It places manufacturers' literature in the owner's hands 
at one time. In the present unorganized state of affairs 
owners receive catalogs at all stages of the project. As a 
result the owner raises questions at every meeting with 
the architect and often changes in plans and specifica- 
tions follow. When we first discover (through follow- 
ing property transfers or through other sources) an 
owner who is seriously considering l)uilding a new home, 
or when an architect gives us the name and address of his 
{Continued on next page) 




^8ME OWNERS' 
CATALOGS 

BUILDING 
, """NISHIHES 





The Dodge Reports organization spent three years developing Home Owners Catalogs. It does 
three things: For the architect it facilitates the handling of .residential jobs and their negotiations 
wTh their clients. For the owner it supplies needed information at the right time. For the manu- 
facturer it eliminates costly waste. 
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client while the new house is in the sketch stage or 
earlier we send Home Owners' Catalogs to that owner 
with the result that most questions are out of the way 
before working drawings are started and troublesome 
changes in plans of specifications are largely avoided. 



ENDORSED BY JOHN FUGARD 

Home Owners' Catalogs helps owners make decisions. 
On this point John R. Fugard, Thielbar & Fugard, Chi- 
cago architects, writes as follows : "Your new Home 
Owners' Catalogs appeals to us very much. One of the 
most difficult things an architect has to do is to get his 
client to make decisions on the many problems that con- 
front him in building a home. This volume, in our 
opinion, will assist home owners materially in crystalliz- 
ing their ideas. The architectural profession as a whole 
should benefit because of your very strong recommenda- 
tion to home owners to select a competent architect.'' 

WILL IMPROVE QUALITY OF HOMES 

Alfred Granger, Granger & Bollenbacher, declares: 
"This catalog in circulation among home builders will 
help the quality of homes to be erected." 

Numerous other architects have volunteered similar 
endorsement. We invite you to examine a copy of Home 
Owners' Catalogs. Just ask the Dodge reporter to bring 
a copy to your office. 



1 

4 

Realizing that owners will show the volume to their 
friends, some of whom will be contemplating new homes 
or considering changes to existing dwellings, we provide 
in the volume application forms which persons expecting 
to build can send us. Thus Home Owners' Catalogs will 
crystallize desire and promote construction. 

USED BY LEADING FIRMS 

Among the firms which have contracted for distribu- 
tion of catalogs through Home Owners' Catalogs: B. 
Altman & Co., Armstrong Cork Products Co., Athey Co., 
M. H. Birge & Sons Co., Bryant Heater Co., Burnham 
Boiler Corp., Philip Carey Co., Celotex Co., Chamberlin 
Aletal Weatherstrip Co., Chase Brass & Copper Co., 
Congoleum-Nairn, Inc., Crane Co., Detroit Steel Products 
Co., Donley Bros. Co., du Pont Co., Fiat Metal Mfg. Co., 
Florida-Louisiana Red Cypress Co., Fox Furnace Co., 
Gar Wood Industries, Inc., Indiana Limestone Co., Iron 
Fireman Mfg. Co., Johns-Manville Corp., Johnson Metal 
Products Co., Kerner Incinerator Co., Kitchen Maid 
Corp., Libbey-O wens-Ford Glass Co., Lord & Burnham 
Co., James McCutcheon & Co., McKinney Mfg. Co., The 
Majestic Co., Masonite Corp., Mid-West Brick Co., N. J. 
Fence Co., Overhead Door Co., Philadelphia Carpet Co., 
Pittsburgh Plate Glass Co., Roberts & Mander Stove Co., 
Rolscreen Co., Sisalkraft Co., U. S. Radiator Corp., 
Warren Webster & Co., Wayne Oil Burner Corp., 
Western Pine Association. This listing, while not com- 
plete, is a character rating of Home Owners' Catalogs. 



SPONSORS ARCHITECTURAL SERVICE 

In the letter which we send to each owner with Home 
Owners' Catalogs and in the Foreword as well as in 
the contents we are doing all within our power to induce 
owners to retain architects to design and supervise their 
projects. 

The carrying letter states: "To adjust individual 
ideas to the complete plan, and things to budget, is often 
a difficult task. It is here that the sympathetic, profes- 
sionally trained man, the architect, renders vital service. 
Again, architectural supervision of the home during con- 
struction is a safeguard. Architectural service from first 
to last is true economy." 

In the Foreword is the following: "Building a home is 
more than a romantic experience. Intensely practical 
aspects are involved, and the satisfaction you derive over 
the years will depend largely upon the success with 
which you meet the practical phases of house construc- 
tion. Of these none is so important as Design and Plan. 
Design and Plan must be adjusted to your desires, your 
needs and your budget. The architect, with his special 
training and experience, is better able to handle this 
phase of the home building operation than any one else. 
The builder, too, will serve better when his work follows 
a carefully worked out solution to the home builder's 
particular problem." 

STOCK PLANS PROHIBITED 

We reserve the right of editorial approval of the con- 
tents of each individual catalog. We will not accept a 
catalog which features or recommends stock plans. 



LOWERS COSTS 

This new development of Dodge Reports is important 
to architects for the further reason that it lowers manu- 
facturers' costs. Here are the reasons: 

1 — Owners spending $4,000 or more are covered with 
job-by- job precision. It goes to no one else. If a job 
has passed the ''Foundations In" stage before name 
and address of owner is first reported. Home Owners' 
Catalogs is not sent that owner. 

2 — Issued in 13 editions, each covering a tiading area. 
Manufacturer may limit distribution of his catalog- 
to those editions covering areas wherein he sells, so 
preventing waste. 

3 — The volume arrives at time owner is seeking informa- 
tion upon which to make decisions. 

4 — It will be retained throughout the life of the job and 
probably long after. 

5 — It costs manufacturer no more to distribute a 28-page 
booklet than a four page folder — plenty of space for 
a complete sales story. 

6 — Manufacturer pays on basis of catalogs actually de- 
livered. 

Ask your Dodge reporter to show you a copy. Then 
make it standard practice in your office to give the Dodge 
reporter the names and addresses of your residential 
clients at the earliest possible moment. Doing so will 
confer a favor upon the client and facilitate the progress 
of the job through your office. 
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DODGE STATISTICAL RESEARCH SERVICE 

F. W. DODGE CORPORATION 

119 West 40th Street. New York. N. Y. 

(For District Offices, see page 23) 



DODGE STATISTICS — SOURCES 

Dodge Statistics arc compiled from Dodge Reports 
issued daily. These reports contain construction in- 
formation gathered from all available sources (architects, 
engineers, contractors, development companies, real es- 
tate operators, public officials, banks, owners, and so on.) 
They are mailed daily from 13 Dodge Reports issuing 
offices to the Statistical Division in New York City con- 
stituting, in fact, a daily census of construction. The 
Statistical Division compiles its statistical data for two 
stages of construction : 

1 — New construction contemplated. 

2 New contracts awarded (or work started, in 

the case of projects carried through without 
a general contractor). 
Statistical tables are divided according to 

1 Ten general classes and 55 detailed classes 

of projects. 

2 Territories — regions, states, counties, metro- 

lx)liLan areas and cities having population of 
100,000 and over. 
Territorially, the area covered by Dodge Statistics is 
the same as that of Dodge Reports, the 37 states east 
of the Rocky Mountains. But the Statistical Division 
also compiles statistics of building permits for cities m 
the Rocky Mountain and Pacific Coast territories, index 
numbers of building costs, records of building wage scales 
and other data pertinent to the conduct of the industry. 
The index of building costs is given below : 

DODGE INDEX OF BUILDING COSTS 
(Base: Year 1926 equals 100) 



DODGE STATISTICS — USES 

Dodge Statistics are used principally in the following 



YEAR 

1900 

1901 

1902 

1903 

1904 

1905 

1906 

1907 

1908 

1909 

1910 

1911 

1912 

1913 

1914 

1915 

1916 

1917 



COST INDEX 

38 

39 

40 

41 

40 

42 

46 

48 

46 

47 

49 

49 

50 

50 

49 

50 

58 

71 



YEAR 


COST INDEX 


1918 


77 


1919 


91 


1920 


120 


1921 


90 


1922 


89 


1923 


98 


1924 


98 


1925 


99 


1926 


100 


1927 


97 


1928 


98 


1929 


100 


1930 


99 


1931 


90 


1932 


83 


1933 


85 


1934 


89 


*1935 


88 


*PreHmina 


y 



ways : 
1. 

2. 

3. 



7. 
8. 



To guide the editorial and circulation plans of the 
Architectural Record. 

To guide the distribution of Sweet's Catalog 
Files. 

To inform architects of economic trends in the 
industry that are vital to them. 
To inform the general public and the construction 
industry as to the relative importance of architects 
in construction enterprises. 

To inform the business public, through the daily 
and trade press, al)out current trends in construc- 
tion and their importance in the picture of general 
business. 

To furnish bankers, material supply interests, 
marketing executives, public officials, and all 
others interested, through regular subscription 
service bulletins (Dodge Statistical Research 
Service) of current market trends, in general 
and in detail, as to classes of work and territories. 
To make special market and economic studies. 
To answer special inquiries of architects, bankers, 
manufacturers, dealers, advertising men, public 
officials, and others. 



Architect-Planned Building 



With the improvement 
in the volume of con- 
struction beginning in 
1933, there have occurred 
increased opportunit ies 
for the architect. The 
accompanying chart i i- 
dicates the volume of 
architect-planned build- 
ing in tlie 37 eastern 
states since 1932. In 
1934 the PWA program 
was largely responsihle 
for the increases shown 
for pubHc and institu- 
tional building. In 1935, 
however, residential 
building again repre- 
sented the most im- 
portant field for the 
architect as indicated on 
basis of the record 




300 



2C3 



- 100 



1932 1933 1934 



1935 



the 



I 1 COMMERCIAL RESIDENTIAL 

covering the first ten [-3 PUBLIC AND .NSTITUTIONAL 

months. Of tlie $562,000,000 indicated for the year 1935, ap- 
proximatelv $160,000,000 w^as for architect-planned single-family 
dwellings, $90,000,000 for educational huildings, $87,000,000 for 
commercial huildings, $80,000,000 for apartments and hc^tels, 
$r)9,000,000 for public buildings, $50,000,000 for semi-public build- 
ings and $26,000,000 for institutional huildings. 
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ACCUMULATING DEMAND FOR RESIDENTIAL BUILDING 
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Residential building, generally regarded as the pulse of the 
construction industry which in turn has become the most important 
single index of industrial recovery, has shown evidence of ac- 
cumulating demand during the past two years. I'his evidence of 
increasing demand is indicated in the accompanying chart which 
was constructed for the purpose of showing periods of accumulat- 
ing demand as well as periods of accunuilating surpluses. The 
present period of increasing demand for new housing accommoda- 
tions began in July Y)Z2i and has continued without interruption 
since then. 

The story told by the chart might be summarized as follows : 
.throughout 1920 and extending until October 1924 there was a 
period in which the rate of building activity did not keep pace 
with the volume of new work planned. Within this period occurred 
the 1920-1921 depression. Anyone using this chart as an indicator 
at that time would have recognized that the decline was destined 
to be short-lived because of the accumulative backlog of building 



demand which had been built up previously and which was actuall\ 
continuing throughout the decline. This period of accumulating 

CONSTRUCTION CONTRACTS AWARDED IN THE 37 EASTERN STATES 



demand started in 1917. The previous period of residential build- 
ing surplus extended from 1914 to 1917. From October 1924 to 
July 19v33 there appears an extended shaded area. This was the 
period of accumulating residential surpluses. The chart suggests 
how unreasonable was the expansion which occurred in 1925 and 
1926 and again in 1928. 

The method of constructing this maladjustment chart is based 
upon what is known as the 12-months' moving total. This method 
consists in plotting each point so that it represents the total for 
the 12 months ending with the month plotted. The data for both 
contracts awarded and contemplated work are regularly published 
in the Dodge Statistical Research Service. It is necessary, how- 
ever, to deflate the volume of contemplated construction because 
not all work planned matures into actual construction. In the 
case of residential building the amount of correction necessary is 
indicated in the chart. Such a chart represents one method by 
which it is possible to recognize periods of increasing demand for 
building as compared with periods of potential building surpluses 



Year 


Commercial Buildings 


Factories 


Educational Buildings 


Hospitals & Institutions 


Public Buildings 


1925 


$872,443,700 


$326,613,100 


,$426,385,800 


$111,050,200 


$ 54,519,800 


1926 


920,890,500 


471,249,900 


,181.078.200 


133,101,900 


67,220,300 


1927 


932,911,300 


375.910,000 


379,795,700 


162,475,000 


79,467,600 


1928 


884,609,600 


508,840,300 


398,997,300 


164,728,200 


76,244,600 


1929 


929,188,400 


545,861,500 


381,908,000 


152,203,700 


120,777.900 


1930 


628,809,500 


256,632,500 


376,051,200 


163,120,600 


139,814,600 


1931 


311.105,800 


116,157,000 


228.777,000 


121,193,300 


181,266,600 


1932 


122,718,200 


43,490,900 


82,307,500 


48.353,000 


117,982.500 


1933 


99,371,200 


127,517,100 


39,950.400 


37,252,100 


50,908,300 


1934 


150,595,800 


116,078,600 


117,503,200 


37.308,800 


55,672,000 


*1935 


160.000.000 


100,000.000 


95,000.000 


33.000.000 


90.000.000 


Year 


Religious & Memorial 


Social & Recreatior^al 


Residential Buildings 


Pub. Wks. & Pub. Util. 


Total Construction 


1925 


$153,073,500 


$248,663,700 


$2,747,729,500 


$1,065,947,000 


$6,006,426,300 


1926 


148,779,700 


247,122,000 


2,671,120,300 


1,340,351,900 


6,380,914,700 


1927 


156,491,000 


260,714,100 


2,573,316,900 


1,381,973,500 


6,303,055,100 


1928 


127,947,400 


214,120,800 


2,788,317,400 


1,464,480,500 


6,628,286,100 


1929 


106,111,200 


140,019,400 


1,915,727,500 


1,458,992,900 


5,750,790,500 


1930 


92,837,100 


113,298,400 


1,101,312,500 


1,651,238,200 


4.523,114,600 


1931 


53.099,600 


98,746,500 


811,388,700 


1,171,115,000 


3,092,849,500 


1932 


27,255.000 


38,682,500 


280,067,900 


590,301,200 


1,351,158,700 


1933 


17,668.600 


31,056.000 


249,262,100 


602,722,600 


1,255,708,400 


1934 


18,298,900 


47.574.500 


248,840,100 


751,236,500 


1.543,108,400 


*1935 


24.000,000 


48,000,000 


460,000,000 


620,000,000 


1 .630.000.000 



*Estimated totals based upon the record for the first ten months 1935. 
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DODGE STATISTICAL RESEARCH SERVICE 



A complete picture of the construction mdustry is 
presented by the 11 different series of builetms compris- 
ing the entire suljscription service. This picture includes 
the following features : 

a Fundamental data (monthly) of new building and 
engineering contracts awarded east of the Rocky Moun- 
tains (37 Eastern States) giving number of projects 
number of buildings, new floor space in square feet and 

total value. ' , -r , ^ 

h Construction contracts (monthly) classified accord- 
ing to 55 separate and distinct classes of construction 
based upon the use for which the new project is intended. 

c Complete building and engineering statistics 
(monthly)— both new construction started and new pro- 
jects contemplated for each of the 13 major trading areas 
jipplicablc to the building field in the 37 Eastern States. 

d Building and engineering statistics (monthly) by 
major classes, separately for each of the 37 states, the 
94 largest cities in those states, and the 11 most 
important county divisions. , ■ -r . 

e Comprehensive review (monthly) of signihcant 
construction trends apparent in each of the 13 trading 
areas. This review includes c|uarterly estimates or fore- 
casts of the construction volume expected to mature in 
each of the trading area.s— divided according to general 
classes 

f Building charts simplified and readily understand- 
able showing trends of construction volume by classes ni 
each trading area— bar charts showing comparative con- 
struction volumes during the past 7 years for 8 major 
construction classes— new charts companng contracts 
awarded with projects contemplated giving a picture of 

building demand. . i • u- 

g. Commodity studies showing the mter-relationship 
between trends of specific commodities and building 

market trends. 

h Supplementary building reports (3-times-a-month) 
giving intermediate building data in advance of regular 
monthly bulletins. 

TERRITORIAL SERVICE 

For a regional Inisiness the complete building record for 
specific sales territories is provided through the territorial 
feature of the service. The user wastes no time or effort 
in compiling the facts for the Dodge trading areas.^ The 
information needs of regional manufacturers and district 
sales organizations have played a most important part in 
settinc. up the DODGE STATISTICAL RESEARCH 
SERVICE. The service may be purchased either as an 
entire unit or separately by territories. 



SPECIAL STUDIES 

Special service bulletins issued to sul)scribers in 1935 
have covered the following subjects: 

1. Tracking Down Recovery in Residential Building 

2. Tracking Down Recovery in Factory and Commercial 
Building 

3. Tracking Down Recovery in Public and Institutional 
Building 

4. Tracking Down Recovery in Public Works and Utilities 
Construction 



DODGE STATISTICAL RESEARCH SERVICE 

t^Wh^w*. 1,9 40th STREET. NEW YORK. N.Y. 

■ ^tt Ba$«d on F. W. Dodg. Corporation'* doily eenws of boilding ond •nQint.rinfl 

^11^ projects planned and started 

P 11 1| September, 1933 



57 CASTERN STATES 

tFPTFHHFll r OrTPirT*! SHOW FURTHER 1 iRflt fiALM S 



Tne significant cevelopttenl in 
the September record of construction 
contracts awaraed was the large gains 
in puolicly-f inanced projects. It will 
De recalled mat the first evidences 
of iriprovenent at the fceginning of the 
secona quarter of this year occurred in 
privately-financed — 



first nine months of 1955 aAouniea 
to $743,555,500 as compared with 
SI. 057. 563.200 for the correspondmj 
period of 195?. 

The largest gain in the Septenoer 
contract record ' '* 




i:..?:,-M;:::. no - h.^kqw "??aDi.w ??*.o<B.i°o 
-US AJM. Msuss. Mjsm. ■'^.''i::'^ .7,1 ,« «,.o«.»» 



J'9.900 61.866.600 

'_ '°'''i".ooo jM~joo ? jTTToo io.e»!iw jz'.iioijoo 

?o'I»Soc 3.'i?;mo tl^o'/ooo v.St.BOO ««.°e?..oo 




These reports are pulilished each month giving the volume of 

similar to that indicated for the 37 F-ASTERN STA 1 hb are 
published for each of 13 trading areas as well as separate totals 
for states, cities and important counties. 
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CONSTRUCTION STATISTICS BY COUNTIES. SUBSCRIBERS' SALES TERRITORIES AND METROPOLITAN AREAS 



Many manufacturers are now stressing sales analysis 
and budgetary control. Instead of merely broadcasting 
promotional efforts with the hope of getting sales, they 
find it profitable to analyze each of their sales territories 
and to determine how much of their product should be 
sold in each. Those areas showing unsatisfactory re- 
turns or weak spots are then examined more thoroughly 
in order to locate the cause for the unsatisfactory re- 
turns and to initiate the corrective measures necessar>\ 

The one way to provide definite statistical data for 
specific sales territories, which vary considerably among 
different manufacturers and marketing agencies, is to 
adopt the county as a unit. These county statistics can 
be readily assembled into any desired market-area group- 
ing. Such service is now being provided under special 
contract to meet the specific requirements of the sub- 
scribers. 

But with approximately 2,700 counties in the 37 east- 
ern states constituting the Dodge coverage it is impracti- 
cal to create a monthly ])ullctin service on a county basis. 
Therefore, for general statistical purposes the Metro- 
politan Areas Bulletin is offered covering 81 of the 
largest and most important trading areas as follows : 

Me+ropoll+an Areas 



Akron 

Albany— Troy— Schenectady 

Atlanta 

Baltimore 

Birmingham 

Boston 

Bridgeport 

BufYalo 

Canton 

Charleston, S. C. 

Charlotte 

Chattanooga 

Chicago 

Cincinnati 

Cleveland 

Columbia, S. C. 

Columbus 

Dallas 

Dayton 

Des Moines 

Detroit 

Duluth 

EI Paso 

Erie 

Evansville 

Fall River— New Bedford 
Flint 

Ft. Wayne 
Ft. Worth 
Gary 

Grand Rapids 
Harrisburg 

Hartford— New Britain 
Houston 
Indianapolis 
Jacksonville 

Kansas City— (Mo. & Kans.) 

Knoxville 

Lincoln, Nebr. 

Little Rock, Ark. 

Louisville 



Memphis 

Miami 

Milwaukee 

Nashville 

Newark 

New Haven — -Watcrbury 

New London — Norwich 

New Orleans 

New York City — Yonkers 

Norfolk — Newport News 

Oklahoma City 

Omaha — Council Bluffs 

Palm Beach 

Peoria 

Philadelphia — Camden 

Pittsburgh 

Portland, Maine 

Providence 

Reading 

Richmond 

Rochester 

San Antonio 

Savannah 

Scranton— Wilkes-Barre 
South Bend 
Springfield, Mass. 
St. Louis— E. St. Louis 
St. Paul — Minneapolis 
Syracuse 

Tampa— St. Petersburg 

Toledo 

Trenton 

Tulsa 

Utica 

Washington 

Wheeling 

Wichita 

Wilmington 

Worcester 

Youngstown 



To avoid cumbersome details in the tables, dollar 
figures only are given which include the following clas- 
sifications : 



1 — Segregation according to residential, non-resi- 
dential, and public works and utilities projects. 

2 — Segregation as between those projects which are 
publicly-financed, i.e., by governmental agencies, 
and those that are privately financed. 

3 — Segregation as between new projects and modern- 
ization, alterations, and additions. 

Whether construction information is desired for metro- 
politan areas, counties, cities, states, territories or for 
special sales areas, it is availal)le either in the regularly 
published monthly bulletins or on the basis of a specially 
prepared statement. Write for rates on any building 
data desired. 
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THE ARCHITECTURAL 

RECORD 

PUBLISHED BY 

F. W. DODGE CORPORATION 

119 West 40th Street. New York. N. Y. 
(For District Offices, see page 23) 



The aim of The Record is to supply archi- 
tects and engineers with a selection of news, 
pertinent to those professions, that is useful 
at the time of publication. 

DESIGN 

A major part of each issue's contents is 
devoted to pictorial presentation of buildings 
selected for their value in application to archi- 
tectural demands of the moment. In the selec- 
tion of buildings for publication The Record 
enjoys important advantages in consequence of 
its affiliation with F. W. Dodge Corporation. 
Dodge Reports Service, with which all archi- 
tects are familiar, makes available to editors 
of The Record a currently accurate survey of 
building activity throughout the 37 Eastern 
States. Detailed information regarding every 
project on which an architect is employed is 
forwarded daily for examination and selection 
by The Record's editorial staff. Projects of 
special interest or significance are investigated further with a view 
to future publication. Thus is The Record enabled to shape its 
contents in accordance with immediate needs of its subscribers. 
The Record's illustrated portfolios showing examples of residences 
or of special building types or of modernization projects represent 
a limited, thoughtful selection from available material through- 
out virtually the entire nation. 

TECHNICAL NEWS AND RESEARCH 

Frequent articles of a technical nature published in The Record 
are planned, with the aid of Dodge building statistics, to satisfy 
known needs and interests of the active members of the profession. 
In counter-balance to the illustrated portfolios which emphasize 
the design phase of architecture, The Record publishes in each 
issue one or more articles of a technical character. Under the 
general heading of Technical News and Research are described 
advances in construction methods, new materials and products. 
Typical of such articles are the following which were published 
in 1935 : "Measurement of Conditioned Air" ; 'The Psycograph : 
Its Meaning to the Engineer" ; ''Apartment House Planning Re- 
quirements, Including Basic Dimensions" ; "Standards for Low- 
Rent Housing"; "Paint — A Partner in Illumination"; "The 
Essentials of Prison Design" ; "A Modern Medical Center : Its 
Mechanical and Electrical Equipment"; "Heating the Small 
House" ; "Electricity for the House," 




CURRENT BUILDING CONDITIONS 

Governmental efforts to stimulate building 
are fully reported in The Record. Interpreta- 
tive articles by Federal officials and by staff 
writers of The Record inform subscribers of 
opportunities for architects and engineers 
created by those efforts. Specimen articles of 
this type published in 1935 are : "F. H. A. 
Afodernization Credit Plan Off'ers Opportun- 
ities to Architects" by Stewart McDonald, 
Acting Federal Housing Act Administrator; 
"Standards of Mortgage Insurance"; "State 
and District Offices of the Federal Housing 
Administration"; "The Works-Relief Pro- 
gram" ; "Public Works — Two Programs Com- 
pared" ; "Federal Aid in Small House Financ- 
ing". Supplementing these articles several 

portfolios illustrated examples of public build- 

WaMtmtKKKJM i^^SS and new housing developments. 

In line with the Federal "Modernize Alain 
Street" campaign The Record conducted a 
competition, sponsored by Libbey-Owens-Ford Glass Company, for 
the design of stores and automotive sales-and-service stations. 
This competition, aiming to focus the attention of architects on 
practical opportunities for current architectural employment, evi- 
dences The Record's constant endeavor to achieve a high degree 
of timeliness and utility in editorial contents. 

BUSINESS AND STATISTICAL 

Through the facilities of the Statistical Division of F. W. 
Dodge Corporation Tlie Record provides its readers each month 
with a review of significant trends in building, with particular 
reference to the types of buildings in which architects and en- 
gineers are most interested. The article "Trends in Hospital 
Construction", for example, based upon Dodge construction figures, 
was published in a recent issue of The Record devoted largely to 
hospital design and construction. Similar articles of a statistical 
nature published in 1935 are: "Residential Building Forges 
Ahead" ; "Eight Months Continuous Rise in Private House 
Construction" ; etc. 

The above citation of articles published during 1935 illustrates 
by example the editorial policies observed by The Record. 
Flexibility and adaptiveness are essential qualities enabling The 
Record to conform in editorial substance with the requirements 
of the profession as these requirements become apparent from 
month to month. 
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EDITORS AND CONTRIBUTORS TO THE ARCHITECTURAL RECORD 



For the architect engaged on large 
projects The Record publishes reviews of 
outstanding buildings of that character, 
emphasizing technical achievements. 





AIICHAEL A. MIKKELSEN, Ph. D., Editor, 
V^ice-President in charge of Magazine Division, 
V. W. Dodge Corporation; editor of The Archi- 
tectural Record for 20 years, first to see the edi- 
torial possibilities in Frank Lloyd Wright, in the 
subject of Polychromy and in other forward-look- 
ing special studies ; originator of the general edi- 
torial concept of the Technical News and Research 
Department. 

A. LAWRENCE KOCHER, A.LA., Managing 
Editor; Director of The Architectural Record's 
editorial policy. Educated Stanford University 
and Massachusetts Institute of Technology. 
Formerly head of School of Architecture, Uni- 
versity of Virginia and Pennsylvania State Col- 
lege ; university architect of University of Vir- 
ginia ; member Virginia State Board of Examiners 
of Architects; former chairman (Va.) State Art 
Commission, A.LA. Committee on Preservation 
of Historic Monuments, member Architectural 
Advisory Board of Restoration of Williamsburg, 
Va. 



Every issue contains illustrations of 
residences, stores and shops and other 
small buildings; also in every issue 
are several exemplary remodelings jobs. 





BROAOACRE CITY; A NEW COMMUNITY PLAN 



THEODORE LARSON, Technical Nczvs Edi- 
tor, educated Harvard University with degrees of 
A.B. and M. Arch.; Nelson Rol)inson, Jr. Fellow- 
ship winner; engaged in architectural research in 
European and Mediterranean countries; feature 
writer for newspapers ; formerly associated in 
Boston with architectural firm of Smith and 
Walker; private architectural practice in Kansas 
City and New York City, member Medieval 
Academy of America, International Congress of 
Modern Architecture. 



MODERNIZE 
MAIN STREET 
COMPETITION 

PROGRAM 



TECHNICAL NEVv'S 
AiiDRESCARCH 




Representafive Confributors to +he 
Archi+ectural Record in 1935 

William Muschenheim, Architect 
Donald Deskey, Architect 

Charles D. White, of Lockwood Greene Engineers, Inc. 
L. Scth Schnitman, Chief Statistician, F. W. Dodge 
Corporation 

George S. IToklerness of the Office of John Russell Pope, 
Architect 

Clyde R. Place, Consulting Engineer 

Sir Owen Williams, Architect and Engineer 

William Stanley Parker, F.A.I.A. 

Henry L. Logan, Consulting Electrical Engineer 

Theodore F. Rockwell, Instructor in Heating and Ventila- 
tion, Carnegie Institute of Technology 

Colonel Horatio B. Hackctt, Director, Housing Division, 
Public Works Administration 

George S. Chappel, Architect and Author 

Charles R. Richards, Director, Museum of Science and 
Industry, New York 

Harvey Wiley Corbett, Architect 

Frank Lloyd Wright, Architect 

Ralph Bennett and T. J. Alaloney 

William G. Carr, Director, Research Division, National 

Education Association 
Stewart McDonald, Acting Federal Housing Administratoi 



MODERNIZATION 




II 



TI-IE ARCHITECTURAL RECORD 



— 19 — 



-! F. W. DODGE CORPORATION 

4 

SWEET'S CATALOG SERVICE 

Division of 

F. W. DODGE CORPORATION 

I 19 West 40th Street, New York. N. Y. 

(For District Offices, see page 23) 



SWEET'S CATALOG FILE 

This file of catalogs is the product of cooperative 
group action of hundreds of manufacturers, actuated and 
directed by Sweet's Catalog Service. The current 
(1936) file which you have before you, represents a stage 
in the development of a plan w^hich has been w^idely ac- 
cepted by leading architects, engineers, contractors and 
manufacturers as the most practical, economical and ef- 
fective method of meeting the catalog needs of these 
mutually dependent groups. 

Since the first appearance of Sweet's in 1906, great 
progress has been made, but much remains to be done. 
It is the purpose of this outline to clarify some points 
which seem not to have been well understood by those 
who, in their enthusiasm for the Sweet's file as it is 
today, have not fully considered the benefits which lie in 
its continued development. 

CATALOG FILES— OLD STYLE AND NEW 

No architect or contractor needs to be reminded of 
the time, effort and expense required to maintain even a 
semblance of a workable file in the days before there 
was any alternative to building one up, piece by piece, 
from the catalogs supplied at irregular intervals by the 
manufacturers. The sorting, classifying, filing, refiling 
and replacement of individually distributed catalogs ne- 
cessitated a time-consuming routine which few had the 
facilities or inclination to follow. The result was highly 
unsatisfactory both to architects and to manufacturers. 

It was hardly surprising that building professionals 
welcomed the inauguration of a new method of catalog 
distribution which w^ould give them, instead of the raw 
materials for a file, a complete file in itself. In spite of 
its modest beginning, the plan was received with uni- 
versal favor. At once, it became the custom to "look it 
up" first in Sweet's — and to resort to the old file only 
when forced to do so. In the following years, the Sweet's 
file grew to such proportions that many found it unneces- 



sary to maintain any other, especially in view of the 
marked trend toward the distribution of more compre- 
hensive catalogs in Sweet's. 

CATALOG ECONOMICS 

The splendid support of the building profession has 
been one of the important contributing factors in the 
successful development of Sweet's. Many users of this 
file take every opportunity to recommend to manufac- 
turers that they file their catalogs in Sweet's. Some, 
with commendable conscientiousness, add the qualifica- 
tion, ''provided the cost is not prohibitive," their im- 
pression being that the Sweet's plan involves great 
added expense to those on the selling end. This is far 
from the fact. 

Sweet's clients pay on the average only one cent per 
page per year to send you their catalogs in the Sweet's 
file. This charge includes printing, filing and delivery to 
your ofiice and in many cases, preparation of the cata- 
log by Sweet's stafY of consulting architects. It is the 
cost of individual catalog distribution which is pro- 
hibitive. Only a pitifully small percentage of separate 
catalogs find their way into a file — so few that a cata- 
log costing 25 cents to print and deliver, on the average, 
actually costs $1.25 per copy filed. 

A manufacturer can place a 24-page catalog in 
13,000 offices of architects, engineers and general con- 
tractors, via the Sweet's file, at less than 24 cents apiece. 
Even if he were able to prepare, print and distribute 
individual copies of the same catalog to the same offices 
for 20 cents apiece, the net result would be a "saving" of 
$500. And for this "economy", he would consign 80 per 
cent of his catalogs to the scrap heap. 

Even in the case of the manufacturer who distributes 
only a single page bulletin. Sweet's can handle the job at 
less than the cost of mailing alone ! 

Bulk buying of paper, bulk printing and bulk distribu- 
tion permit economies which are shared by all clients of 
Sweet's service. The small portion of the charge which 
is applied to the service features of Sweet's is not com- 
parable with anything in existence at the present time. 
Manufacturers cannot assure the maintenance of their 
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catalogs in recipients' offices, in convenient and acces- 
sible form, in any other way, at any price. 



WHEN THE MANUFACTURER ASKS YOU 
ABOUT CATALOGS 

In spite of ample precedent and convincing evidence 
there are still some manufacturers to w^hom the idea of 
distributing a catalog as an integral part of the Sweet's 
file appears somewhat radical. Aside from the very 
human tendency to resist change, there is often an honest 
doubt in their minds that a catalog filed in Sweet's can 
make for more satisfactory and profitable business 
relations than if distributed individually. They find 
it difficult to believe that the catalogs which they have 
prepared with such care and thoroughness (when that is 
actually the case) will fail to be rewarded by interested 
attention and use by recipients. Even though they admit 
the existence of a catalog filing problem in the lattcr's 
offices, with its attendant wastes, each believes that Jiis 
catalog is the exception to the rule, and that it will be 
singled out for preservation and use. 

Every so often, one of the less reactionary spirits de- 
cides to check up on the situation. The usual procedure 
is to conduct a questionnaire investigation.* Some of 
these are well designed to elicit the desired information ; 
but others are so lacking in this quality that a busy 
man might unwittingly convey a wrong impression in his 
reply. 

For instance, a manufacturer with a four-page con- 
densation of his catalog in Sweet's might send you a 
separate copy of his regular catalog with the ambiguous 
question : 

''Would you prefer that we send you our catalog in- 
dividually, or vshall we confine our effort to Sweet's?" 

Of course you want the complete information and you 
tell him so. But unless you make it plain that you prefer 
to have it sent to you filed in Sweet's he will assume your 
l)reference to be for a separate catalog. He should 
have stated his case somewhat as follows: 

''We are planning the distribution of a new catalog. 
Would you prefer to receive a loose copy or shall we 
send it to you in the Sweet's file?" 



^Sweet's takes this opportunity to express its appreciation to all 
who have taken time and trouble on many occasions to answer 
these inquiries. It has been especially gratifying to see also that 
they are not disposed of in a perfunctory manner, but that users 
of Sweet's have shown a willingness to express their ideas on 
the subject, specifically and at length. 



Then there would be no misunderstanding of the ques- 
tion or of the answer. 

Another example of this ambiguity is found in the 
question : 

*Ts it your habit to consult the Sweet's file for cata- 
log information on ?" 

Now it may happen that the manufacturer in this case 
issues an unusually valuable catalog which is retained 
by more than the average number of offices, not be- 
cause the separate catalog is preferred, but because the 
information is not completely presented in the Sweet's 
file. Under these circumstances, your answer might be 
misleading — unless you take the trouble to explain that it 
is your habit to consult the Sweet's file first for all cata- 
log information ; that in this instance you have been 
forced to go elsewhere to supplement the information; 
and that you would prefer to have it completely presented 
in Sweet's. 

The new user of Sweet's may wonder at our apparent 
presumption in assuming that replies will be generally 
favorable to Sweet's. We can only say that our modesty 
has been carried away in the many landslides for Sweet's 
which these surveys have precipitated. 



THE CURRENT TREND 

The ultimate aim of Sweet's is to furnish you each 
year with a file of catalogs in which you can find useful, 
up-to-date information on the products of every reputable 
manufacturer. 

A measure of the progress toward this goal is found 
in the yearly increase in the number of real catalogs. It 
should be remarked at this point that the number of 
pages does not, in every case, indicate the completeness 
of information, or lack of it. In addition to the many 
catalogs in Sweet's whose bulk alone marks them for 
attention, there are scores of complete catalogs which do 
not exceed a half-dozen pages or so. These are just as 
valuable and useful in connection with the products they 
describe as the catalogs in which the complete presenta- 
tion necessitates the use of eighty or a hundred pages. 
The important point is that Sweet's clients as a whole 
have come to appreciate the value of this kind of contact 
and that the present trend is away from the "advertising" 
form and toward the "catalog" form of presentation. 

It is also significant that nearly all the ground gained 
has been retained. In other words, when a manufacturer 
has learned to take full advantage of Sweet's service, he 
continues to use it year after year. The few who drop 
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out do so, almost invariably, for reasons which do not 
concern the quality of the service rendered. 

Of eighty-six manufacturers who filed the largest 
catalogs in Sweet's in 1936, twenty-two have distributed 
their catalogs in this form for twenty-five years or more ; 
sixty-four for ten years or more; and seventy-six for five 
years or more. Since 1920, through sixteen of the most 
critical years in American business history, each year has 
shown a gain in the size of the catalogs used by this group 
— from an average of 4.3 pages per manufacturer to 23.1 
in 1936. During the same period, the total number of 
catalog pages used by members of this group has grown 
from 372 to 1,993. 

BEHIND THE SCENES 

An architect, writing to acknowledge receipt of a 
new Sweet's, commented on the thousands of changes 
and revisions necessary to l)ring the hundreds of manu- 
facturers' catalogs up to date and ended his letter with 
"How on earth do you do it?" 

He may not have realized that the distribution of a 
complete Sweet's file is but the culmination of twelve 
months of catalog service rendered continuously to 
hundreds of manufacturers. Throughout the year. Sweet's 
is busy preparing the material for clients' catalogs 
and, whenever new catalogs are needed immediately, 
printing and distril)uting advance copies which will be 
filed and distributed later in the complete file. 

Here is the procedure. 

Preliminary 

Fourteen district managers and their assistants, work- 
ing out of offices strategically placed from coast to coast, 
make preliminary arrangements with manufacturers, re- 
ceive their orders and transmit their detailed instructions 
to the proper department in the home office in New York. 

Caialog Preparation 
Architectural and Engineering Consultants 

In order that catalogs in Sweet's may contain infor- 
mation of real usefulness to you, the services of a staff 
of consulting architects, engineers and contractors are 
placed at the manufacturer's disposal without charge. All 
members of this staff are men of practical experience. 
]\[ost of them are members of the A. I. A. and have pre- 
viously conducted successful private practices. They have 
compiled scores of the most comprehensive and useful 
catalogs in Sweet's. 

Copy Service 

Sweet's maintains, in addition, an experienced copy 
staff, which operates under instructions from the con- 
sulting staff or direct from the manufacturers. 
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Editorial Service 

Catalogs are reviewed and edited from the user's 
point of view to check any facts, figures, statements or 
illustrations which might not be understood or might 
mislead and suggestions for changes are forwarded to 
manufacturers for approval and incorporation before 
l)rinting. 

Classifying and Indexing 

This work proceeds concurrently wuth the receipt of 
okayed proofs. Catalogs are first classified into sec- 
tions according to products cataloged and then alpha- 
betically as far as possible by manufacturers' names 
within each of these sections. These important opera- 
tions, which require up-to-date and extensive knowledge 
of all products and expert su])ervision, contribute greatly 
to the usefulness of the Sweet's file. 

Printing and Binding 

After copy in proof form has been approved by manu- 
facturers it is printed, as fast as forms can be assembled, 
in one of the largest and best equipped plants in the 
country. 10 carloads of paper were required for the cur- 
rent file. Finally 60,000 separate volumes of catalogs 
(four to a file) are permanently bound to withstand the 
constant handling they receive and to insure each manu- 
facturer's catalog against loss. 

Distribution 

Now comes the work of getting upwards of 200 tons 
of manufacturers' catalogs to their proper destinations, 
in order that they will be accessil)le in 13,000 offices of 
architects, engineers and general contractors. The lists 
have been kept up-to-date throughout the year through 
Dodge Reports and other authentic records. Shipping 
cartons, labels and receipts are ready. For a solid month 
thousands of sets of Sweet's move by freight, express, 
parcel post and motor truck — and a new, up-to-date file 
has reported for duty, to carry on the work of its prede- 
cessor. Throughout the year, as important new firms are 
reported by the 500 reporters and correspondents of 
F. W. Dodge Corporation, of which Sweet's Catalog 
Service is a division, these firms are provided with the 
Sweet's file. 

The cycle is endless. As soon as the new Sweet's file is deliv- 
ered to your office, work commences on the next. Hundreds of 
people participate directly or indirectly in its compilation and 
distribution. In addition to those employed by Sweet's chents, by 
paper producers, engravers, printers and distributing agents, 
eighty individuals on the Sweet's staflF are employed the year 
'round to provide you with this service. 
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DISTRICT OFFICES 

F. W. DODGE CORPORATION 



ATLANTA 313 Red Rock BIdg Walnut 6516 

BALTIMORE 535 Equitable BIdg Plaza 3138 

BIRMINGHAM 805 Farley BIdg Birmingham 3-8524 

BOSTON 855 Park Square BIdg Hancock 0700 

BUFFALO 315 Jackson BIdg Cleveland 8200 

CHICAGO 105 West Adams Street Dearborn 3500 

CINCINNATI 800 Broadway Parkway 2866 

CLEVELAND 821 Hanna BIdg Cherry 7256 

COLUMBUS 83 South High Street Adam 9770 

DALLAS 414 Construction Industries BIdg... Texas 2-9073 

DES MOINES 504 Securities BIdg Des Moines 3-8401 

DETROIT 607 Shelby Street Cadillac 2745 

HOUSTON 507 Merchants & Mfrs. BIdg Preston 934! 

INDIANAPOLIS 1034 Archts. & BIdrs. BIdg Lincoln 6816 

JACKSONVILLE 225 Graham BIdg Jacksonville 5-4432 

KANSAS CITY New York Life BIdg Harrison 3800 

LOUISVILLE 217 Heyburn BIdg Jackson 3453 

MIAMI 507 N. E. First Avenue Miami 2-7758 

MILWAUKEE 125 East Wells Street Marquette 2922 

MINNEAPOLIS 407 South 4th Street Atlantic 1474 

NEW ORLEANS 326-8 Baiter BIdg Main 1950 

NEW YORK I 19 West 40th Street Pennsylvania 6-1500 

PHILADELPHIA 1321 Arch Street Locust 4326 

PITTSBURGH 501 Bessemer BIdg Atlantic 8220 

ST. LOUIS 721 Olive Street Chestnut 7390 

WASHINGTON 1341 G Street. N. W Metropolitan 2017 

WEST COAST 1214 Tyler St., Glendale. Calif Omaha 3-438! 
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